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With the 30 years of rapid economic growth, Chinese people have accumulated a 
lot of wealth, among which is the emergence of a large number of high net worth 
population strata, giving birth to the general requirements of the wealth management 
market. For commercial banks, wealth management business with low capital and 
multiple stable income characteristics, is an important direction of the strategic 
transformation of the commercial banks. 
And since 2012, because of deregulation policies, domestic wealth management 
industry has entered into a new round of business innovation active period. The 
change of policy breaks the existing business barriers between financial institutions, 
causing the increasing dilution of separate operation boundaries, as well as the 
weakening of commercial banks’ advantages. In the “great asset management” era, the 
wealth management business of commercial banks is being challenged. 
The first part of this thesis outlines the wealth management business, summarizes 
the features of wealth management businessand  the theoretical basis for the wealth 
management business. The second part of this thesis describes the opportunities and 
challenges for the commercial bank to develop wealth management, shows broad 
space for further growth of the wealth management market from five aspects: the 
stable economic environment, the increasing number of customers, the maturing 
financial concepts, the increasingly sophisticated system supports, at the same time 
focuses on the analysis of the increasingly fierce competition trend of the industry 
after the easing of the financial management policy, by analyzing trust, securities, 
insurance, funds, third-party financial business scope and operational characteristics 
this thesis points out the growing horizontal competition in the industry will become a 
great challenge for commercial Bank’s development of the wealth management 
business. The third part of this thesis concludes and analyses the current status and 















banks. The wealth management business of commercial banks gradually shaped 
exclusive brands, exclusive channels, exclusive products, exclusive services, and 
exclusive team, the "five exclusive"features. However, there are still problems of no 
prominent brands, homogeneity of products and services , single standard of customer 
management, lacking of a complete business linkage mechanism, diversified sources 
of income and high-quality business team. The forth part of this thesis focuses on 
analysis of operation models of foreign wealth management business. By analysis and 
comparison of the six common modes of foreign wealth management business, this 
thesis points out that the comprehensive universal banking model, represented by 
UBS and HSBC, is more suitable for the actual situation of China's commercial banks, 
and focuses on introduction of UBS and HSBC's business model which is the 
experience that could be learned by the domestic commercial banks to operate the 
wealth management business.  
Finally, on the basis of the above, this thesis proposes that commercial banks 
should promote active asset management by building open product platforms, 
improving the investment advisory services, enriching product innovation and so on; 
enhance customer delicacy management through customer segmentation, deep 
digging of customer demand and perfection of customer information system; in 
addition, commercial banks should strengthen internal collaboration and external 
cooperation, improve the risk management and control system for wealth management 
business, and accelerate the construction staff team. 
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